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SHOULD  GMISCA  ENTER  THE  COMPUTER  SERVICES  INDUSTRY  ? 


•  ANSWER  -  yes: 

•  REASONS 

-  Make  money  for  GM 

-  Enhance  GMISCA  credibility 

-  Strengthen  GM's  business 

-  Support  GM  opportunity  for  diversification 

-  GM/GMISCA  opportunity  to  understand  diversification 

ISSUES 

-  Introduce  beneficial  effects  of  external  market 
forces 

-  Provide  unique  management  training  opportunities 

-  Products  and  services  with  identified  market  demand 

•  RISK  ASSESSMENT 

-  Relatively  small  dollar  amounts  ($200,000) 

-  Failure  will  be  source  of  some  embarrassment  (Trade 
Press) 
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GMISCA  PRODUCTS/SERVICES  WHICH  WERE  MARKET  RESEARCHED 


DATA  CENTER  SERVICES 

BATCH  PROCESSING 

PRINTING 

MICROFICHE 
TIMESHARING 
NETWORK  RESALE 
VALUE  ADDED  SERVICES 

ELECTRONIC  MAIL  (GMEMS) 

GMNET 

TRACS 

COSMOS 

GMRP  DICTIONARY 
GMEMS  SOFTWARE 
GMNET  SOFTWARE 
GOTCHA  SOFTWARE 
TRACS  SOFTVJARE 
PSIC/NOPIC  SOFTWARE 
SPATIAL  ANALYSIS 

NEW  OPPORTUNITY  -  GM  SUPPLIER  NETWORK 
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Digitized  by  the  Internet  Archive 

in  2015 


https://archive.org/details/gmiscaoutsidebus03unse 


PRODUCTS  AND  SERVICES  BY  TYPE  OF  ENTRY 


PRODUCT/SERVICE 
GMNET 

GOTCHA 
NOPIC 

SPATIAL  ANALYSIS  S/W 

SPATIAL  ANALYSIS 
WORKSTATION 

NETWORK  RESALE 

GMRP  NAT'L  DICTIONARY 

MICROFICHE  SERVICES 

GM  SUPPLIER  NETWORK 


'LICENSE  JOINT  SEPARATE 
AGREEMENT     VENTURE  ENTITY 

X 
X 
X 
X 
X 

X 
X 

X 
X 
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PRODUCT/SERVICE  EVALUATION 


Ongoing  cost  to 

PROVIDE 

Cost  to  prepare 


Expected  volume 
of  business 

assumptions: 


Total  sales 

MAINT 

Total  revenue 

6MISCA  (15X) 
Expense 
(l0ss)/pr0fit 
Cum 

Market  trends 


Competition 


GMNET  -  PRODUCT 

•  Under  license  agreement  third  party  would  provide 

•  12  man  month  effort  to  create  required  manuals  and 
documentation  for  total  cost  $60,000 

-  This  cost  to  be  negotiated  with  license  agreement 

•  Product  modifications  :  Transmission  feedback  and 
utilization  reports  for  total  cost  of  $45,000 


•  Price  is  $15,000  per  CPU 

•  Target  market  is  Fortune  350  estimated  that  30%  are 
looking  for  alternative  and  of  these  gsl  are  waiting 
for  ibm  product  in  early  84'  which  is  potential  market 

OF  234 

•  License  agreement  negotiated  at  ISl  of  sales  for 
royalty  payments  to  gmisca 

•  Third  party  agrees  to  accept  support  and  marketing 

OF  product 

•  Penetration  of  market  after  5  years  is  45X 


(OOO'S  OMITTED) 


REVENUE/EXPENSE  MODEL 


1st  yr 
165 

2nd  yr 
240 

24 

3rd  yr 
315 
60 

-m 

5th  yr 
455 

16? 

264 

375 

651 

25 

40 

56 

75 

93 

(20) 

20 

76 

151 

244 

•  ZSl  AAGR  FROM  82'  TO  87 

•  Fastest  growing  sector  in  computer  services 
industry 

•  Several  bulk  data  software  packages  available  e.g. 

SMM/TRACS  BY  SOFTWARE  MODULE  MARKETING 

•  Competitive  packages  do  not  offer  the  features  of 
gmnet  e.g.  staging.  retransmission 

•  ibm  has  announced  a  new  bulk  data  package  to  be 
available  in  early  84' 

-  ibm  has  extensive  knowledge  of  gmnet 

-  Feeling  is  that  GMNET  is  still  superior 

BASED  ON  PRELIMINARY  INFORMATION 
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PRODUCT/SERVICE  EVALUATION 
GOTCHA  -  PRODUCT 

description: 

Security  software  that  enables  one  to  control 

THE  functions  OF  SYSTEM  PROGRAMMERS.  REQUIRES 

ACF2  OR  RACF. 

RECOMMENDATION:  IS  A  VIABLE  OUTSIDE  BUSINESS. 
REASONS:  . 

•  Profits  of  about  $125.000/yr  by  year  3. 

•  Customer  base  concentrated  among  2  vendors. 

•  Licensing  arrangement  a  feasibility. 
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PRODUCT/SERVICE  EVALUATION 


GOTCHA 


Market  trends      •  Systems  control  software  market  is  growing  at  221 

per  year.  (input  data)-. 

•  SKK  (ACF2  authors)  indicates  that  1983  sales  will  be 
25X  increase  over  previous  peak. 


Competition 


No  marketplace  product  performs  these  functions. 
Most  competition  would  be  with  in-house  controls 


External  market 
research 


•  SKK  (ACF2  AUTHORS)  interested  and  willing  to 

NEGOTIATE. 


Internal 
customers 


•  Only  currently  installed  at  one  GMISCA  site. 

•  Auditors  are  very  enthusiastic  about  it. 

•  Competition  is  with  local  methods  of  control  in 

PLACE. 


GMISCA  FIT 


•  Good,  once  the  license  is  negotiated. 

•  Licensee  bears  the  risks,  handles  support,  does 
enhancements. 

•  Little  GMISCA  involvement  except  to  monitor  the 

PROGRESS  OF  THE  LICENSEE. 


Perceived  goals 


•  Outside  sale  would  enhance  GMISCA's  credibility. 

•  Does  not  bring  market  experience  in-house. 


Recommendation 


•  Proceed  to  license  to  SKK  and  IBM. 

•  Licensee  would  be  responsible  for  marketing,  sales, 
support  and  product  enhancement. 
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PRODUCT/SERVICE  EVALUATION 


NOPIC 


Cost  to  prepare  $70.000» 


Cost/Revenue  Summary 


18  MM  to  lengthen  certain  fields. 
Prepare  training  pkg.  installation  pkg, 
initial  user  support  methodology. 


Assumes  price  is  $30,000  down  and  $3000/yr 
gm  gets  a  155:  royalty 
penetration  into  si  of  market  in  5  years 

SALES  OVER  5  YEARS  ARE  SI  101  2Sl  101  &  SOX 

Market  is  mfg  estab  w/  more  than  500  empl 
WHO  are  planning  enhancements  {SOD  & 
looking  at  outside  pkgs  {SOD. 

$70,000  COST  TO  GM  TO  prepare  for  market 

LICENSEE:   SALES.  OUST.  SUPT.  ENHANCEMENTS 


Year  1 

Year  2 

YEAR  3 

Year  4 

Year  i 

SALES 

5Z 

iOl 

2Sl 

ZOl 

■  ZOl 

NO.  OF  SALES 

15 

30 

75 

90 

90 

CUM.  CUSTOMERS 

15 

45 

120 

210 

300 

Sales  revenue 

SALES 

450.000 

900.000 

2,250.000 

2,700,000 

2,700 

MAINT 

0 

45,000 

135.000 

360,000 

650 

TOTAL 

450,000 

945.000 

2.385.000 

3,060,000 

3,330. 

GMISCA  revenue 

67.500 

141.750 

357,750 

459,000 

499 

GMISCA  COSTS 

70.000 

0 

0 

0 

GMISCA  NET  INC 

(2,500) 

141,750 

357,750 

459,000 

499 

GM  cum  CASH  FLO 

(2,500) 

139,250 

497,000 

956,000 

1,455 

Licensee  revenue 

382,500 

803,250 

2.027,250 

2,601,000 

2,830 

1480P 
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PRODUCT/ SERVICE  EVALUATION 


NOPIC 


Recommendation     •  Use  re-write  of  NOPIC  (ready  2Q8M). 

•  Enter  the  marketplace  by  licensing  it. 

•  Licensee  will  perform  marketing,  sales, 
installation,  customer  support  and  enhancements. 

•  GM  is  paid  a  royalty  for  each  sale. 

•  licensee:  firm  with  an  mrp  product  but  none  for 
non-product.  (cincom.  cullinet.  ask.  comserve,  xerox) 

or  software  services  firm  that  wants  to  enter 
this  marketplace  (computer  associates.  software 
International,  or  CGA) 

or  non-software  computer  services  company 
looking  to  diversify. 
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PRODUCT/SERVICE  EVALUATION 


Ongoing  cost  to 

PROVIDE 

Cost  to  prepare 

Expected  volume 
of  business 

Competition 


SPATIAL  ANALYSIS  -  PRODUCT 

•  Minimal  under  license  agreement 

•  Minimal  cost 

•  Unknown  at  this  time  refer  to  market  research 

•  Not  aware  of  any  vendor  packages  with  same 
capabilities 


EXTERNAL  MARKET 
RESEARCH 


Internal 
customers 


GMISCA  FIT 


Perceived  goals 


Recommendation 


•  Limited  to  researching  status  of  license  agreement 
WITH  Ex-GM  employes  (Gene  Canty  and  Detrick  Berkman)  to 

determine  if  they  HAVE  SOLD  ANY  PACKAGES 

•  Have  not  sold  any  packages  of  Network  Editor 


•  Satisfied  with  current  service 

•  Customers  do  not  use  as  a  product  they  buy  map 
making  service  from  gmisca 

•  Good  fit  would  utilize  existing  software 

•  Matches  to  GMISCA  technical  strength 

•  License  agreement  with  software  vendor  would 
address  GMISCA's  lack  of  outside  marketing  experience 

•  Current  license  agreement  with  ex-6M  employes  could 

BE  hindrance 

-  Can't  guarantee  vendor  exclusive  rights 

-  May  have  to  negotiate  with  them  for  royalty  or 

"BUY  OUT" 

-  Need  to  get  a  legal  opinion  GM  may  not  have 
rights  to  sell! 

•  No  PROBLEM  separating  INTERNALLY  FOCUSED  RESOURCES 
FROM  EXTERNALLY  FOCUSED  RESOURCES 

•  Little  direct  GMISCA  exposure  to  outside  marketplace 

•  Little  impact  on  GMISCA  credibility 

•  Low  RISK  -  small  investment 

•  Find  third  party  for  license  arrangement, 
possibility  is  Urban  Science  Inc. 

•  Once  workstation  is  developed  possible  candidate 
for  license  arrangement 
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PRODUCT/SERVICE  EVALUATION 


Network  Resale 


Cost/revenue  model 


Assumes  up  to  15X  d-iscount  over  competition 

SOI  TOUCH-TONE  PHONES 

SELL  TO  EMPLOYES.  SUPPLIERS.  DEALERS 

SELL  FULL  LONG  DISTANCE  SERVICE 

AVG  RESIDENTIAL  CUSTOMER  SPENDS  $35/M0 

AVG.  BUSINESS  CUSTOMER  SPENDS  $200/M0 

JOINT  VENTURE  PARTNER  GETS  SOI  NET  PROFIT 


Customers 
Revenue 

Var  exp(80.5:) 
Tot  Net  Profit/mo 

GM  Profit/mo 
GM  Profit/yr 


Residential 

62.800 
$2.200.000/M0 

1.771,000/MO 
429.000 

85.800 
1.029.600 


Business 
3.200 
$  640.000/MO 

515,200/MO 
125,000 

25.000 
300.000 


Total 

66.000 
$2.840.000/M0 

2.286, 200/MO 
554.000 

110.800 
1.329.600  - 


JV  Profit/yr 


M.118,H00 


1.200.000 


5.318.400 
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PRODUCT/SERVICE  EVALUATION 
Data  Center  Fiche  Services 

description: 

a  service  whereby  the  customer  provides 
print-image  data  and  we  microfiche  it  and 
physically  deliver  it  back  to  him. 

recommendation:  is  a  viable  outside  business. 

REASONS:  '  ' 

•  Makes  a  profit  of  $97.200/yr  for  GM. 

•  Use  of  dial-in  software  meets  unfulfilled 

NEED. 

•  Local  market  exists  and  is  growing  rapidly. 

CAVEATS: 

•  Difficult  to  separate  internally  focused 

RESOURCES  from  EXTERNALLY  FOCUSED. 

•  No  EASY  FIT  WITH  JOINT  VENTURE  SET-UP. 
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PRODUCT/SERVICE  EVALUATION 


Data  Center  Printing/Fiche  Services 


Cost  to  prepare  $22,000  in  people  costs  plus  $185,000  capital  eopt  for 

additional  fiche  eopt. 

$22,000  is  6  MM  TO  prepare  PECOMM  for  distribution 

SETUP  DELIVERY  MECHANISM  AND  SCHEDULES 
PREPARE  USER  MANUALS  &  HELP  DESK  CONTACTS 
PREPARE  MARKETING  AND  SALES  ACTIVITIES 

Market  trends     •  Growth  in  computer  output  is  10-25X  annually. 

•  Fiche  growth  probably  higher. 

Competition       •  Extremely  strong. 

•  Suppliers  squeezed  between  equipment  manufacturers 

who  want  customers  to  take  the  business  IN-HOUSE  AND 
OTHER  SERVICE  BUREAUS. 

EXTERNAL  MARKET  •   IN  DETROIT  1000  COMPANIES  USE  FICHE  SERVICES. 
RESEARCH  •   AREA  FIRMS  COMPETE  INTENSELY  ON  PRICE. 

•  All  USE  wet  process  (higher  quality  than  our  dry). 

•  Charges  are  from  $1.10  per  fiche  to  $3.00  per. 

•  Deep  discounting  for  volume. 

•  No  ONE  USING  dial-up  OF  INPUT  NOW. 

•  Favorable  reaction  to  use  of  telecom  software. 


Internal 
customers 

GMISCA  FIT 


Perceived  goals 


No  research  done  in  this  area 


Fair. 

Not  really  high  tech  area,  but  telecom  software  is. 
Telecom  software  &  on-line  access  minimizes  labor  use 
Delivery  handled  via  courier  (UPS.  GELCO.  etc.) 
Peaks  would  follow  many  of  ours  (e.g..  year-end). 
Probable  reaction  to  our  dial-up  plan  is  imitation. 
Use  of  PECOMM  may  be  1st  step  to  selling  them  GMNET. 

Localized  market  experience. 
Impossible  to  separate  resources  serving  internal 
customers  from  those  serving  the  external. 


Recommendation    •  Proceed  to  enter  this  market  with  fiche  services. 

•  do  not  enter  the  laser  printing  market. 

•  Give  customers  PECOMM  for  dial-up  delivery  of  input. 

•  Hire  sales  people  from  outside?  commission-based  pay. 

•  Handle  delivery  via  courier  (UPS.  GELCO.  Purolator). 

•  Handle  yr-end  peaks  by  separating  time-sensitive  work. 

•  Pursue  on-line  printing  as  well  as  outsourced  fiching. 


mo? 
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PRODUCT/SERVICE  EVALUATION 


Ongoing  cost  to- 

PROVIDE 


COST  TO  PREPARE 


Expected  volume 
of  business 


Market  trends 
Competition 


GMRP  NATIONAL  DICTIONARY  -  SERVICE 

•  Dependent  on  specifications  of  AIAG  supplier  common 

CODING 

•  Dependent  on  specifications  of  AIAG  supplier  common 

CODING 

•  Minimal  cost 

•  Based  on  number  of  suppiers  currently  doing 
business  with  gm,  number  is  approximately  30.000 

•  Industry  value  added  networks 

•  Bid  awarded  to  ADP 


External  market 
research 


Internal 
customers 


GMISCA  FIT 


Perceived  goals 


AIAG  ACTIVITY 

-  GM  MEMBERSHIP  ON  SUB-COMMITTEES 
.  -  A  BID  FOR  QUOTATION  ON  SUPPLIER  COMMON  CODING 
FOR  AUTO  INDUSTRY 

Pit  WITH  NEW  opportunity 


•  Current  product  being  rewritten  to  their 
specifications 


•  Matches  to  GMISCA  technical/operational  strength 

•  Joint  venture  would  address  GMISCA's  lack  of 
outside  marketing  experience 

•  Some  problem  separating  internally  focused 

RESOURCES  from  EXTERNALLY  FOCUSED  RESOURCES 

•  Some  direct  GMISCA  exposure  to  outside  marketplace 

•  Some  impact  on  GMISCA  credibility 

•  Medium  risk  -  may  require  upfront  capital  but  risk 

WOULD  be  shared  BY  PARTNERS 


Recommendation 


Start  negotiations  with  ADP  for  joint  venture 


1480P 
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PRODUCT/SERVICE  EVALUATION 


NEW  OPPORTUNITY  -  SUPPLIER  NETWORK 


Description- 


Current 
Situation 


Ongoing  cost  to 
provide 

Cost  to  prepare 


Expected  volume 
assumptions: 


•  GMISCA  TO  SUPPORT  Materials  Management  with 

SOFTWARE  and  HARDWARE  DESIGN  EXPERTISE  FOR  A  MICRO 

computer  to  support  "just  in  time"  inventory  approach 

•  gmisca  would  negotiate  with  hardware  suppliers  for 
the  approved  hardware  and  corporate  discounts  as  well 
as  distribute  and  support  the  products  to  the  gm 
supplier  community 

•  Materials  Management  has  selected  a  hardware 
supplier.  altos.  for  pilot  involving  chevrolet  and  gma 

•  Chevrolet  will  write  software  for  online  shipping 

to  be  used  by  chevrolet  and  other  divisions  not  having 
an  online  shipping  system 

•  Materials  Management  .Vigil  Smith's  group,  will 
write  software  to  interface  with  online  divisional 
systems  (ibm  327m)  and  generate  ship  notices  to  plant 

•  The  result  will  be  a  set  of  software  and  hardware 
that  a  supplier  could  purchase  for  approximately  $5.00 
and  be  able  to  communicate  with  gm  at  time  of  shipment 

•  Cost  to  distribute  software  and  hardware  to  - 
suppliers 

•  Cost  to  prepare  the  software  and  select 
specifications 

•  Costs  could  be  shared  with  a  joint  venture  partner 

•  Hardware  device  priced  at  $5,000 

•  Maintenance  would  be  iSl  of  price  -  $750 

•  Profit  margin  of  lOX;  GMISCA  gets  ISl  of  profits. 

•  Number  of  GM  suppliers  approximately  20.000  and  801 

WOULD  NEED  EQUIPMENT 


UNITS  "5 
SALES  10.000 

"AINT  ^  0 

TOTAL  REVENUE  10.000 

EXPENSE 
PROFIT  -  JV 

PROFIT  GMISCACISZ) 
Market  trends 


(000*s  omitted) 
1st  yr      2nd  yr 


^ 

20.000 

488 


71 


9.0QQ 
TTOOO 


REVENUE/EXPENSE  MODEL 

3rd  yr      Mth  yr      5th  yr 

8  1 
MO. 000  5.000 
10.50 
T530 


I 

5.000 
IE72 


19,350       MO. 050       13.950  m,625 
2.150        M.M50        1.550  1.625 
150  323  668  233  2M4 

Industry  networks  e.g.  IBM  &  Insurance  Industry 
aia6  activity  with  computer  services  vendors 

-  adp  won  supplier  common  coding  contract  7/19/83 

-  Potential  discussions  with  vendors  to  develop  a 
industry  network  for  ship  notification  communcati 
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PRODUCT/SERVICE  EVALUATION 


Data  Center  Print. Services 


DESCRIPTION: 

A  SERVICE  WHEREBY  THE  CUSTOMER  PROVIDES  PRINT 
IMAGE  DATA.  WE  PRINT  IT  AND  PHYSICALLY  DELIVER 
IT  BACK  TO  HIM. 


RECOMMENDATION:  IS  JiOl  A  VIABLE  OUTSIDE  BUSINESS. 


REASONS: 

•  Cannot  make  a  profit  at  current  market 

PRICES. 


IMBOP 
8/2/83 


Slide  31 


PRODUCT/SERVICE  EVALUATION 

Data  Center  Batch  Services 


VOLUME  LEVELS 
REVENUE 


Cost/Revenue  Model  for  Qni  Data  Center 
nyc  vol/mo       likely/mo  likely/mo 

$20.000/M0       $15,000/M0  $10.000/M0 


COST  OF  SALES  (M7X) 
GROSS  MARGIN 
MARKETING  (15X) 
CONTRIBUTION 
FIXED  COSTS 
(1)  HEADCOUNT 
NET  INCOME/MO 

NET  INCOME/YR 
N.I./YR  FOR  3  CENTERS 

(70.200) 


TDtsO 
3,00 


-m 

45.000 


3.850 
i:850 

22.200 

135.000. 


m 
m 


3.85 


) 


(600) 
66.600 


$5.000/M0 


750 


3.85t 
lOstJ) 

(23.400) 

(1800) 


BREAKEVEN  VOLUME 


$11,000/M0 


STARTUP  COSTS 

BILLING  METHOD  (2  MM) 

PROCEDURES  MNL  (2  MM) 

TOTAL  $15,400 


7.700 
7.700 


MKT  SIZE  IF  10%  LOSS/YR 


YEAR  1 


YEAR 
YEAR 
YEAR 
YEAR 
YEAR 
YEAR 


2 
3 

4 
5 
6 
7 


$20.000/M0 
18.000 
16.200 
14.580 
13.122 
11.810 
10.629 

6  YR  OPPOR 
MAXIMUM 


NYC  VOL /MO 

$15.000/M0 
13.500 
12.150 
lQt935 


3  YR  OPPOR 
LIKELY 


LIKELY/MO 


0  YR  OPPOR 
LIKELY 


Data  Center  management  thinks  one  headcount  is  an  absolute  minimum 

Two  MAY  be  required  FOR  LEVEL  OF  SERVICE. 

Note  that  with  two  heads,  the  project  never  makes  a  profit. 
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PRODUCT/SERVICE  EVALUATION 
Data  Center  Batch  Services 


Internal 
Customers 


•  Service  of  mediuk'ouality.  (source:  GMISCA  Mktg 
Survey). 


GMISCA  FIT 


Perceived  goals 


•  Good.   Many  mechanisms  already  in  place. 

•  Required  increase  in  capacity  small  (3^  of  3081D) 

•  Commit  to  level  of  service  for  customers. 

•  HANDHOLDING,  especially  in  first  6  WEEKS  OF  EACH 

customer. 

•  Could  use  out-of-town  brokers  for  sales  expertise 

•  Fits,  except  volume  shrinking  &  customer  turnover 

LARGE. 

•  Would  bring  market  experience  to  Network  Services 

•  Difficult  to  separate  resources  serving  outside 
customers.  - 


Recommendation       •  Do  not  pursue. 

•  Shrinking  market  &  small  potential  profits  do  not 

PROVIDE  opportunity  SOUGHT. 


msop 

8/2/83 


Slide  35 


I 


PRODUCT/SERVICE  EVALUATION 


TIMESHARING 


Expected  volume 
assumptions: 


•  Industry  average  discounting  ZOl  in  83',  35X  in 
and  moz  in  85' 

•  Competitors  will  react  to  further  discounting  if  we 

ENTER  A  particular  MARKET  STRONGLY  WITH  DICOUNTING 
BEYOND  WHAT  GMISCA  WOULD  BE  OFFERING  E.G.  SOI 

'  Peak  volume  for  GMISCA  business  will  be  reached  in 
18  to  2m  months 

•  50x  turnover  of  accounts  which  would  result  in  851 
of  saleable  capacity  being  utilized  for  revenues 

•  First  year  one-third  sales,  second  year  two-thirds 
sales  and  following  years  at  full  saleable  capacity  (85z) 

•  gmisca  must  offer  discounts  of  at  least  15x  more 
than  competition  to  steal  customers 

•  target  market  is  east  north  central  region  of  u.s. 
which  represents  a  one  billion  dollar  market 

•  gmisca  breakeven  is  at  ssi  discount 


REVENUE/EXPENSE  MODEL  (OOO'S  OMITTED) 

IBM-VM 


REVENUE 

Expense 

(loss)/profit 

Cum 


Revenue 
Expense 
(loss)/profit 
Cum 

Market  trends 


IST  YR 

1.029 

986 


5M8 
1,157 

(589) 


2nd  yr 
1.881 

(M) 

(221) 


1,173 

1.516 
(3^3) 
(932) 


3rd  yr 

2.565 

2.521 

(177) 

DEC-20 

1.360 
1.619 
(259) 
(1.191) 


HlH  YR 

2.565 
2.521 

(133) 


1.360 
1.619 
"T?t9) 
(1,M50) 


5th  yr 

2.565 
2.521 

(89) 


1.360 
1.619 
(259) 
(1.709) 


•  Growth  estimated  71  AAGR 

•  40Z  OF  timesharing  users  plan  a  decline  in 

TIMESHARING  EXPENSES.  S8l  OF  THESE  ATTRIBUTED  TO  PC'S. 

•  MAJOR  TIMESHARING  COMPANIES  ARE  OR  WILL  OFFER  PC 
SOFTWARE  AND  SERVICES  AS  WELL  AS  CONSULTING  AND 
PROGRAMMING  SERVICES  TO  INCREASE  GROWTH 

•  By  1988  1/3  OF  REMOTE  COMPUTING  WILL  BE  DONE  THROUGH 
THE  USE  OF  PC'S 

•  PC'S  PROJECTED  GROWTH  IS  MOX  IN  1984 

•  In  the  LAST  TWO  YEARS  THERE  HAS  NOT  BEEN  A  NEW 
GENERAL  TIMESHARING  COMPANY  ENTERING  THE  INDUSTRY 

•  SOURCE:  INPUT 
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PRODUCT/SERVICE  EVALUATION 


GMEMS  -  PRODUCT/SERVICE 


DESCRIPTION: 

Marketing  of  the  GMEMS  software  to  companies 

OUTSIDE  General  Motors.  Marketing  the  service  of 
electronic  mail  to  companies  outside  general 
Motors. 


RECOMMENDATION:  IS  NOT  A  VIABLE  OUTSIDE  BUSINESS 


REASONS:  .      -  ■    -  . 

•  Little  market  demand 

•  Large  companies  already  have 

-  81X  USING  EMS 

-  6X  PLAN  TO  USE 

-  ill  NO  PLANS  TO  USE 

•  Small  companies  have  no  plans  to  use 

-  17X  USING  EMS 

-  82  PLAN  TO  USE 

-  75X  NO  PLANS  TO  USE 

•  15  VENDORS  OFFER  AS  SERVICE,  7  AS  PRODUCT 

•  COMPETITIVE  EMS  SOFTWARE  OFFERS  SIMILAR 
FEATURES 
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PRODUCT/SERVICE  EVALUATION 


6MEMS  PRODUCT/SERVICE 


External  market 

RESEARCH 

•  Target  market  sur-veyed  was  Fortune  1000 

•  Top  100  results:  81X  are  using  EMS.  SI  plan  use, 

13X  NO  PLANS  TO  USE 

•  Top  101  -  1000  results:  17%  are  using  EMS,  8X  plan 

USE,  7Sl  NO  PLANS  TO  USE 

•  Majority  of  EMS  software  comes  from  computer 
manufactures 

-  65x  ems  software  part  of  computer  manufactures 
products 

-  201  ems  software  purchased  or  in-house 
developed 

-  15x  ems  purchased  as  service 

•  ems  users  are  more  likely  to  downplay  importance 
of  tying  together  different  cpu's 

•  Security  was  considered  equally  important  by  users 
and  vendors 

-  Password  protection  was  considered  acceptable 

-  Encryption  being  more  necessary  in  the  future 

•  Little  demand  for  EMS  software 


Internal 
customers 


GMISCA  FIT 


•  Felt  EMS  was  a  good  business  tool  to  improve 
communications  for  short  messages 

•  most  plan  to  increase  their  use  once  corporate 
base  installed 

•  Major  complaint  is  too  much  time  spent  in  using 

MENUS,  make  it  SIMPLER  TO  USE 

•  Good,  utilize  software  already  developed  for 
internal  purposes 

•  Could  license  package  to  third  party 

•  minimal  ongoing  GMISCA  involvement 

•  License  agreement  addresses  lack  of  GMISCA  outside 

MARKETING  EXPERIENCE 


Perceived  goals      •  No  problem  with  separating  internally  focused 

resources  with  externally  focused  resources 

•  Little  direct  experience  responding  to  market 

FORCES 

•  Minimal  impact  on  GMISCA  credibility 

•  Little  GM  identification 

•  Low  visibility 

•  Low  RISK,   SMALL  INVESTMENT  WITH  LICENSE  AGREEMENT 

Recommendation       ■  Do  not  enter  this  market,  insufficient  demand 
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PRODUCT/SERVICE  EVALUATION 
TRACS  (Product  and  Service) 


Cost  to  provide 

Cost  to  prepare 

Expected  vol.  of 
business 

Market  trends 
Competition 


External  market 
research 


E.G. 


Internal 
customers 


GMISCA  FIT 


Perceived  goals 


Recommendation 


Minimal  under  licensing  arrangement. 

Moderate.    User  manuals,  etc. 

Little  to  none,  per  market  research  interviews. 


•  Specialized  industry  info  obtained  via  market 
research. 

•  Major  railroads  and  timesharing  outfits  have 
packages. 

•  One  package  runs  on  a  micro  for  a  software  cost  of 
$5000. 

•  There  is  insufficient  demand  for  TRACS. 

•  Shippers;  High  level  of  satisfaction  with  current 
systems 

701  already  used  a  service  bureau  for  tracing 
1/3  planned  major  enhancements;  moving  it 

IN-HOUSE. 

'  railroads;   most  have  their  basic  needs  met. 

sp  software  distributed  free  some  years  back. 
Some  plans  to  integrate  the  system  with  sales. 

Expanding  to  include  such  things  as  engines. 

There  was  general  satisfaction  with  TRACS. 
Some  complaint  of  fragmentation  due  to  SDP. 
Others  pleased  with  many  ways  one  could  make 
inquiries. 

TR^S§^  GM  PLANTS  USE  Missouri  Pacific's  system  over 
Current  system  requires  lots  of  computer  power. 
Good. 

Utilizes  software  already  developed  for  internal 
purposes  . 

Licensee  would  sell,  support  and  enhance  product. 
Minimal  ongoing  GMISCA  involvement. 

With  licensee,  sales  enhance  GMISCA'a  credibility. 
Little  direct  GMISCA  experience  with  marketplace. 

Do  not  enter  this  MARKET;   INSUFFICIENT  DEMAND. 
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PRODUCT/SERVICE  EVALUATION 


Cost  to  provide 
Cost  to  prepare 

EXPECTED  volume 

Market  trends 


Competition 


EXTERNAL  MARKET 
RESEARCH 


Internal 
customers 


Minimal  under  licensing  arrangement. 

More  than  1  man-year  to  expand  item  and  account 
fields. 

Prepare  user  manuals,  install  procedures,  etc. 
Little  to  none  per  market  research. 

231  ANNUAL  real  GROWTH  IN  MANUFACTURING  SOFTWARE 
AREA. 

Inventory  &  Materials  Reo'mts  Planning  are  top 
key  appl^ns. 

Source  of  above  -  INPUT. 

15  MAJOR  competitive  PRODUCTS  ON  THE  MARKET. 

total  of  around  40  market  products. 

psic  offers  what  most  customers  want. 
Already  deep  penetration  of  this  market. 
Not  much  dissatisfaction  with  existing  systems. 
Most  were  computerized  to  some  degree  w/  on-line 

SUPPORT. 

Half  were  using  outside  vendor  products,  often 
modified 

75x  had  at  least  some  in-house  portion  of  the 

SYSTEM. 

Medium  satisfaction  with  existing  systems. 
90X  plan  major  enhancements,  w/  same 
vendor/in-house  mix. 
Amount  of  integration  varied  greatly 
85X  planned  to  increase  integration. 

Those  who  chose  PSIC; 
IT  WAS  proven  within  GM  and  faster  than  writing 
their  own 

IT  generally  met  their  needs 

NO  REAL  comparison  TO  OUTSIDE  PRODUCTS 
DIDN'T  LIKE  ITS  HEAVY  USE  OF  COMPUTER  RESOURCES 
WANTED  MORE  ON-LINE  FEATURES  AND  LESS  REPORTING 
BECAUSE  IT  WAS  OLD,   IT  WAS  OUT-OF-DATE 
OTHERS  SAID  WAS  NOT  FLEXIBLE  ENOUGH  TO  ALLOW 
DIFFERENT  WAYS  TO  RUN  THE  PLANT. 

THOSE  WHO  REJECTED  PSIC; 

THOUGHT  IT  WAS  OLD  TECHNOLOGY 

IT  WAS  NOT  FLEXIBLE  ENOUGH  TO  MEET  THEIR  NEEDS 
IT  WASN'T  INTEGRATED  WITH  THE  OTHER  SYSTEMS  THEY 
USED  IN  RUNNING  THE  PLANT. 
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PRODUCT/SERVICE  EVALUATION 


GMNET  -.SERVICE 

description: 

Marketing  of  a  bulk  data  transfer  service  to 

COMPANIES  outside  OF  GENERAL  MOTORS. 
RECOMMENDATION:  IS  NOI  A  VIABLE  OUTSIDE  BUSINESS 
REASONS: 

•  Insufficient  demand 

•  Companies  surveyed  satisfied  with  current- 
arrangements 

•  Need  to  acquire  outside  marketing  skills 
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PRODUCT/SERVICE  EVALUATION 


COSMOS  -  SERVICE 


description: 

Market  a  document  interchange  service  between 
different  word  processing  equipment  to  companies 
OUTSIDE  General  Motors.    United  Systems  Group, 

WHO  IS  THE  supplier  OF  COSMOS  SOFTWARE,  PROPOSES 
A  JOINT  VENTURE  ARRANGEMENT  WITH  GMISCA.  THE 
TERMS  OF  THE  AGREEMENT  ARE  THE  EQUAL  SHARING  OF 
EXPENSE  AND  PROFITS.     UNITED  SYSTEMS  GROUP  WOULD 

MODIFY  THE  COSMOS  SOFTWARE  TO  RUN  ON  AN  IBM 
MAINFRAME  AND  ABSORB  THE  COSTS.  GMISCA  WOULD 
SUPPLY  THE  IBM  MAINFRAME,  PROVIDE  THE  SERVICE  AND 
MARKET  TO  CUSTOMERS  WITH  THESE  COSTS  BEING  SHARED 


RECOMMENDATION:   IS  NOT  A  VIABLE  OUTSIDE  BUSINESS 


REASONS: 

•  Required  joint  venture  agreement  not  a  good 

MATCH 

•  Requires  established  national  marketing  force 
selling  complementary  products 

-  gmisca  lacks  marketing 

-  United  Systems  Group  lacks  marketing 

•  Future  demand  questionable 
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PRODUCT/SERVICE  EVALUATION 


COSMOS  -  SERVICE 


External  market 
research 


Internal 
customers 

GMISCA  FIT 


Perceived  goals 


Recommendation 


•  United  Sytems  Group  is  currently  negotiating  with 
GE  and  MCI  to  provide  software  for  offering  service 
nationwide 

-  does  not  appear  they  are  having  much  success 

•  If  United  Systems  Group  made  an  agreement  with  GM 

THEY  would  terminate  NEGOTIATIONS  WITH  GE  AND  MCI 


•  Service  does  not  exist  -  being  evaluated  in 
opportunity  business  case 

•  Poor  fit  critical  factor  is  the  experienced 
nationwide  marketing  organization 

-  Must  be  established  to  use  existing  contacts 

-  Complement  existing  products  e.g.  Timesharing 
services 

•  Matches  to  GMISCA  technical/operational  strength 

•  United  Systems  Group  or  GMISCA  does  not  have  the 
outside  marketing  strength 

•  Some  problem  separating  internally  focused 

RESOURCES  from  EXTERNALLY  FOCUSED  RESOURCES 

•  Some  direct  GMISCA  exposure  to  outside  marketplace 

•  Some  impact  on  GMISCA  credibility 

•  High  risk  -  lack  of  outside  marketing  skills  and 
questionable  revenue  potential 

•  do  not  enter  this  market 

-  Poor  match  between  companies 

-  Revenue  may  not  be  realistic  in  future 


msop 

8/2/83 


Slide  51 


FINANCIAL  SUMMARY  -GMISCA  PORTION  ONLY 

(000' S) 


PRODUCT 


INVSTMT 


6MNET  • 
Rev 

Exp  12  MM 

Profit 
GOTCHA 
Rev 

Exp  H  mm 

Profit 
•NOPIC 
Rev 

Exp  18  MM 

Profit 

SPATIAL  ANAL  S/W 
Rev 
Exp 

Profit 

SPATIAL  ANAL  WKST 
Rev 
Exp 

Profit 
NETWK  RESALE 


1st  yr     2nd  yr     3rd  yr     Mth  yr     5th  yr 


25 


31 

16 


67 
70 
TIT 


40 
80 


8 


142 

0 


56 

123 

358 
0 


75 

78 

459 
0 


358 


459 


(NOT  AVAILABLE  -  TO  BE  DETERMINED 
DURING  LICENSE  NEGOTIATIONS) 


(NOT  AVAILABLE  -  TO  BE  DETERMINED 
DURING  LICENSE  NEGOTIATIONS) 


*GMRP  DICTN'Y 
Rev 
Exp 

Profit 

•GM  SUPP  NETWK 
Rev 

Exp  ? 
Profit 

TOTALS) 
Rev 

Exp  $185  *  40MM  *  ? 
Profit 


(NOT  AVAILABLE  -  TO  BE  DETERMINED 
DURING  JOINT  VENTURE  NEGOTIATIONS) 


1500 

1350 
150 


2705 
1998 


3230 
2907 
323 


5686 
3675 


6680 
6012 
668 


9411 

3730 


2320 
2088 
232 


5126 
2856 


93 
0 


93 
85 

500 
0 


500 


Rev 

650 

1330 

1330 

1330 

1330 

Exp  ? 

0 

0 

Q 

0 

0 

Profit 

650 

1330 

1330 

1330 

1330 

MICROFICHE 

Rev 

432 

864 

864 

864 

864 

Exp      $185  *  6  MM 

518 

768 

768 

768 

Profit 

(86) 

96 

96 

96 

263; 


2440 
2196 
244 


5312 

^348 


•GMISCA  DOES  NOT  OWN  SOFTWARE;  MUST 
NEGOTIATE  RIGHTS  W/  L.  BAUERMEISTER 


3  Assumes  all  products 
6»  services  are  successful 
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OUTSIDE  BUSINESS  ORGANIZATIONAL  DEVFI  OPHFNT 


I 


Adult  Organization 

Responsible  for  all  outside  business*    under  1  person 

Negotiates  and  monitors  licenses 

Sets  up  and  participates  in  joint  ventures 

Manages  GM-only  ventures 

Outside  Business  head  should  be  unclassified 

Outside  Business  head  is  C.E.O.  of  Outside  Business 

Outside  Business  head  should  report  high  enough  that 

the  entity  has  operational  ifidependence  (can  plan  and  react 

QUICKLY) 

compensation  can  be  performance-related  (to  encourage 
responsible  risk-taking  and  retain  high  performance) 

gm/gmisca  has  role  of  venture  capitalist  in  setting 
strategic  direction 

Approve  business  plan  to  obtain  funding 

Set-up  measures  that  trigger  intervention  (e.g. 
financial  ratios.  performance,  sales.  etc.) 

Stability  of  staff 

Venture  selects  own  staff 

Relatively  little  movement  between  imside  business  areas  and 
outside  business 

Transfers  in  would  be  few  and  for  long  periods 
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OUTSIDE  BUSINESS  ORGANIZATIONAL  DEVELOPMENT 


Infancy 

8-20  MONTHS 

Tasks 

Search  for  joint  venture  candidates 

Execute  joint  venture  agreements 

Negotiate  and  execute  license  agreements 

Interface  with  Legal  Staff 

Setup  monitoring  mechanisms 

Co-ordinate  product  preparation  efforts  within 
GMISCA 

Utilize  consultants  where  needed 

Generally  begin  to  operate  as  a  business  with 
GMISCA  support  as  needed 

Completion 

At  Product  Kickoff,  enter  Adult  Phase 
Skills 

Negotiation 

Marketing 

Product  development 
Administration /Planning 
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TIME  CRITICAL  EVENTS 


Today     Start       M  mo.       8  mo.       12  mo.      16  mo.  20 

Cestatiqn  Infancy  Adult 
8/1/83    9/1/83       1/1/84       5/1/8M      9/1/84       1/1/85  5/: 
GMNET  # 
GOTCHA 

NOPIC  # 
Sptl  Anlys  Softw 

Sptl  Anlys  Wk  Stn  # 
Netw  Resale  #        .  # 

Nat'l  Dict'y  # 

FICHE 

Suppl'r  Netw  # 


#  -  Event  critical  to  maintenance  of  opportunity 
Conclusions 

Cannot  wait  for  rest  of  Business  Cases  to  decide 

Some  products/services  must  move  faster  than  "stages"  allow 

Even  where  no  #  identified,  should  move  quickly  to  capture 
identified  opportunity 
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NEXT  STEPS 


Executive  Staff 

Decide  whether  to  go  into  outside  business 

Determine  contents  of  portfolio  of  outside  business 
products/services  for  business  case 

Decide  organizational  location  of  outside  business  in  its 
various  stages 

Appoint  head  of  Outside  Business 


Outside  Business  Study  Group 

Bring  newly  appointed  head  of  Outside  Business  up-to-date 

Complete  business  case  on  portfolio  of  products/services 
by  Sept  1 

Work  with  Planning  Support  Group  and  New  York  Treasurer's 
Office 

Report  to  Corporate  New  Business  Activities  Review 
Committee  in  late  August 
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OUTSIDE  BUSINESS  ORGANIZATIONAL  DEVELOPMENT 


Location.  Within  the  Organization 


AIO 


P&C 


I 
I 

Info  Svc 


Mkg 
I 
I 

Outside  Business 
(Gestation) 


Eng 


Net  Svc  Pers 


I  I 
PuRC  Outside 
Business 

(Infancy) 


Gestation  Phase 

Temporary  location 

Needs  place  for  'incubation' 

Related  to  marketing  and  planning  activities 

Infancy  Phase 

Needs  to  act  independently  and  quickly 

Needs  to  be  separated  as  much  as  possible  from  rest  of  GMISCA 

Needs  high  level  of  authority 

Adult  Stage 

Explore  options  for  organizational  location 

Needs  to  have  characteristics  of  entrepreneurial  enterprise 

WITH  GM/GMISCA  AS  VENTURE  CAPITALIST. 

Needs  separation  from  rest  of  GMISCA 
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OUTSIDE  BUSINESS  ORGANIZATIONAL  DEVELOPMENT 


Gestation 

2-m  month  long 

2  people;  who  will  eventually  become  part  of  outside  business 

DEPT 

Tasks 

Complete  corporate-required  paperwork 

Secure  approvals 

Work  with  NY  Treasurer's  Office 

Prepare  budgets  and  business  plans 

Keep  up  momentum  where  needed  to  maintain  opportunity 

Resolve  the  question  of  its  strategic  direction:  mission, 
objectives,  etc. 

is  its  goal  separate  legal  status  with  gm/gmisca 
predominating  on  the  board  of  directors? 

Should  it  be  able  to  enter  into  outside  business 
relationships  without  formal  reference  to  gm? 

is  its  goal  public  company  status?  with  gm  a  minority 
owner  and  stock  options  for  its  employes? 

Completion  ' 

after  corporate  approval  of  outside  business  projects, 
enter  Infancy  Stage 

Skills 

Administration 

Planning 

Marketing 
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ACTION  PLAN 


Need  to  move  quickly 

Fast  changing  market 

Market  data's  half-life  is  6  months 

Outside  Business  Organization  Evolution 

Gestation 
Infancy 

Adult  -  goal?  will  describe  first 
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PRODUCTS  AND  SERVICES  BY  TYPE  OF  ENTRY 


PRODUCT/SERVICE 
GMNET 


"LICENSE 
AGREEMENT 


JOINT 
VENTURE 


SEPARATE 
ENTITY 


GOTCHA 


NOPIC 


SPATIAL  ANALYSIS  S/W 


SPATIAL  ANALYSIS 
WORKSTATION 


X 
X 
X 
X 


NETWORK  RESALE 


GMRP  NAT'L  DICTIONARY 


X 
X 


MICROFICHE  SERVICES 


GM  SUPPLIER  NETWORK 


X 
X 


msop 

8/2/83 


Slide  52 


PRODUCT/SERVICE  EVALUATION 


COSMOS  -  SERVICE 


Ongoing  cost  to 

PROVIDE 


Cost  to  prepare 


Expected  volume 
assumptions: 


Revenue 

Expenses  (85X) 
Profit 

GMISCA  SHARE(502) 
Cum 


•  Some  operating  costs  and  dependent  on  the  network 
used  whether  gmisca  or  outside 

•  Marginal  cost  to  provide  service  on  IBM  H300, 

EXCESS  CAPACITY  AVAILABLE 

'  GMISCA  COSTS  WOULD  BE  MINIMAL  UNDER  A  JOINT  VENTURE 
AGREEMENT  WITH  UNITED  SYSTEMS  GROUP 

-  GMISCA  AND  UNITED  SYSTEMS  GROUP  WOULD  SPLIT 
REVENUES  AND  OPERATING  EXPENSES  EVENLY 

-  United  Systems  Group  would  modify  COSMOS  to  run 

ON  IBM  MAINFRAME  AND  ABSORB  ALL  DEVELOPMENT  COSTS 

•  SOME  COSTS  INVOLVED  TO  INCREASE  COMMUNICATION 
CAPABILITIES  FOR  OUTSIDE  USERS 


•  This  model  assumes  6E -would  be  providing  SOI  of 
customer  base  from  internal  captive  customers 

•  Revenues  based  on  201  of  all  document  units  in  the 
U.S.  ,  201  WOULD  need  service  and  GE  would  get  25X  of 

market  with  half  the  revenue  coming  FROM  GE  CAPTIVE 
CUSTOMERS   (their  INTERNAL) 

•  Profit  margin  is  ISl 


(OOO'S  OMITTED) 


UNITED  SYSTEM?  QROUP  GE  MODEL 


1st  yr 
750 
638 
112 
66 
66 


2nd  yr 
1,700 
li44S 
255 
128 
19M 


3rd  yr 
1.890 
1.607 
283 
142 
336 


Mth  yr 

2.900 

2.M65 

435 
218 
554 


5th  yr 

4.350 
3.698 

652 
326 
880 


Market  trends         •  Word  processing  manufactures  are  developing 

industry  standard  for  document  transfer  BETWEEN 
different  UNITS  AND  MAY  BE  A  REALITY  WITHIN  TWO  YEARS 

•  This  is  an  example  of  a  value  added  service  which 
timesharing  companies  are  looking  for  to  complement 
their  other  services 

•  ansi  sub-commitee  in  process  establishing  document 
standards  for  word  processing  manufactures 

•  ibm  may  become  the  defacto  standard  for  industry 

Competition  •  Data  General  working  on  a  package 

•  IBM  SOFTSWITCH  FOR  MAINFRAME 
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PRODUCT/SERVICE  EVALUATION 


GMNET  -  SERVICE 


Ongoing  cost  to 

PROVIDE 

Cost  to  prepare 


Expected  volume 
of  business 

Market  trends 


Competition 

External  market 
research 


Internal 
customers 

GMISCA  FIT 


•  Marketing  and  costs 

•  Minimal  cost  to  provide  service  based  on  excess 
capacity  availability 


•  Little  demand  based  on  market  research 

•  interfirm  communication  requirements  growing  in  the 

FUTURE 

•  Industry  wide  networks  such  as  IBM's  Insurance 

SERVICE  network 

•  Growing  interest  in  network  sharing 

•  Several  bulk  data  services  available  e.g.  GEISCO, 
TYMSHARE 


•  Target  companies  were  financial  institutions 

•  All  were  reasonably  satisfied  with  current 
arrangements  for  bulk  data  transfer 

-  Dissatisfaction  with  costs 

-  Higher  speed 

•  All  expressed  interest  in  network  sharing 
arrangement  (such  as  Penny's  and  Shell)  -  this  is 
COVERED  IN  Network  Resale  evaluation 


•  Satisfied  with  current  service 

•  Good  fit  would  utilize  existing  service 

•  Matches  to  GMISCA  technical/operational  strength 

•  Would  need  to  acquire  marketing  skills  either  by 
joint  venture  or  form  separate  organization 


Perceived  goals 


•  May  have  problem  separating  internally  focused 
resources  from  externally  focused  resources 

•  Some  direct  GMISCA  exposure  to  outside  marketplace 

•  Some  impact  on  GMISCA  credibility 

•  High  risk  -  insufficient  demand  and  should  offer  as 

PART  OF  timesharing  SERVICE 


Recommendation 


•  Do  not  enter  this  market  -  insufficient  demand 
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•  Good. 

•  Would  utilize  software  already  developed. 

•  Licensee  would  sell,  support  and  enhance  product. 

•  Minimal  ongoing  GMISCA  involvement. 

•  Yet  product  'belongs*  to  Materials  Management 
Staff. 


•  Outside  sales  would  enhance  GMISCA  credibility. 

•  Licensing  separates  externally  focused  resources 

•  Little  direct  GMISCA  experience  of  marketplace. 


•  do  not  enter  this  market. 

•  Market  research  indicates  insufficient  demand. 
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PSIC  -  PRODUCT 

description: 

Software  that  performs  production  scheduling 

and  inventory  control  in  a  manufacturing 
environment. 

recommendation:  is  mi  a  viable  outside  business. 

REASONS: 

•  insufficient  demand. 

•  Many  competitors,  well  entrenched. 

•  Customers  satisfied  with  existing  systems. 
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PRODUCT/SERVICE  EVALUATION 
TRACS  -  PRODUCT/SERVICE 


description: 

Software  that  performs  inventory  control  of 
railcars  and  containers.  it  also  optimizes 
routing  and  performs  other  analytical  functions. 


RECOMMENDATION:   IS  Ml  A  VIABLE  OUTSIDE  BUSINESS. 

EITHER  AS  PRODUCT  OR  SERVICE. 


REASONS: 


•  Insufficient  demand. 


•  Shippers  &  Railroads  already  have  needs  met. 
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GMEMS  -  PRODUCT/SERVICE 


Cost  to  provide 


Cost  to  prepare 


EXPECTED  VOLUME 
OF  BUSINESS 

MARKET  TRENDS 


Competition 


•  Minimal  under  licensing  arrangement  as  product 

•  Depends  on  communication  requirements 

•  Moderate.   User  manuals,  etc. 

•  May  require  3  to  6  month  effort  to  modify  for 
customer  installation  without  gmisca  support 

•  Little  to  none,  per  market  research  interviews 


•  Increase  use  of  electronic  mail  systems 

•  sox  to  loox  growth  in  service-bureau-resident  mail 
boxes  through  86* 

•  soi  to  75x  growth  in  private-system  mailboxes 

THROUGH  86^ 

•  200,000  SERVICE-BASED  MAILBOXES  IN  USE  BY  83' 

•  SERVICES  OFFERED  ARE  GENERALLY  PART  OF  A 
TIMESHARING  SERVICE 

•  SOURCE:  COMMERCIAL  NEWS  July,  1983.  this 

CONTRADICTS  MARKET  RESEARCH  DATA 


•  15  VENDORS  SURVEYED  13  OFFER  EMS  AS  A  SERVICE  AND  7 
OFFER  AS  A  PRODUCT 

-     -  GTE/TELEMAIL,  TYMASHARE/OnTyme-II.  ITT/Dialcomm, 

cca/comnet.  bbn/lnfomail 

-  Some  reported  growth  in  software  sales  while 
others  didn't  know;  conclusion  market  demand  is 
not  strong 

•  Competitive  EMS  software  offers  similar  features 

•  Vendors  report  two  major  reasons  for  lack  of 
acceptance 

-  Anti-keyboard  attitude  of  managers 

-  A  DIFFICULT  planning  ENVIRONMENT  FOR  EMS  (NO  OR 
FRAGMENTED  PLANNING  RESPONSIBILITY) 


msop 

8/2/83 


Slide  MO 


ir 


PRODUCT/SERVICE  EVALUATION 


TIME3HARIN6 

•  ADP,  TYMSHARE.  CDC,  GEISCO  .IN-HOUSE  timesharing 
and  information  centers 

•  Strong  competition  with  reactive  discounting  to 
hold  market  share  .  •• 

•  Discounting  as  high  as  70X 


•  Market  research  not  done,  industry  data  will  be 
used 

•  Target  market  is  the  East  North  Central  Region  of 
the  u.s.  representing  a  potential  revenue  of  $25.2 

million  based  on  current  timesharing  expenditures 
(assumes  2.5x  penetration  of  1.1  billion  timesharing 

MARKET) 

•  In  ORDER  TO  PULL  A  CUSTOMER  AWAY  FROM  A  COMPETITOR 

A  25^  DISCOUNT  ON  CURRENT  TIMESHARING  EXPENDITURES  IS 
REQUIRED  (EFFECTIVE  45X  DISCOUNT  OFF  LIST  IF  INDUSTRY 
AVG.  IS  30X) 


•  Customers  satisfied,  mentioned  slow  response  time 
on  dec  system 

•  Users  willing  to  accept  a  lower  level  of  service 
in  exchange  for  701  to  80z  discounts 

•  Not  a  GOOD  fit  requires  strong  outside  timesharing 
marketing  skills 

•  requires  a  separate  organization  to  be  formed  to 
acquire  the  marketing  skills 

•  organizational  separation  could  be  difficult 

•  Good  fit  with  technical/operational  strengths 

•  Direct  GM  identification 

•  Experiences  in  responding  to  market  forces 

•  Strong  impact  on  GMISCA's  credibility 

•  High  visibility 

•  High  risk  -  financial  investment,  competitve 
factors,  market  trends,  declining  margins 

•  do  not  enter  general  timesharing  market 

•  Timesharing  SBU  recognizes  changing  market  and  is 

DEVLOPING  business  CASE  TO  OFFER  COMPETITIVE  PRODUCTS 
AND  SERVICES  TO  GM.   ESTIMATED  TO  TAKE  TWO  YEARS  TO 
OFFER  COMPETITVE  QUALITY  PRODUCTS /SERVICES  AND  AT  THAT 
TIME  CONSIDER  OPPORTUNITY  TO  MARKET  OUTSIDE 
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TIMESHARING 


description: 

Market  general  timesharing  services  outside 
General  Motors.  The  products  considered  are  the 

DEC-20  AND  THE  IBM  VM/CMS  SYSTEMS.   IF  EXCESS 
CAPACITY  WAS  NOT  AVAILABLE  THE  PURCHASE  OR  LEASE 
OF  ADDITIONAL  EQUIPMENT  WAS  CONSIDERED. 


RECOMMENDATION:   IS  NOT  A  VIABLE  OUTSIDE  BUSINESS 


REASONS: 

•  Initial  GMISCA  price  advantage  disappears 
with  reactive  competitive  discounting 

•  Highly  price  competitive  market 

•  Market  growth  small  -  requires  "stealing" 
customers 

•  Market  trends  indicate  movement  from  general 
timesharing  to  specialized 

•  Declining  margins  in  future 

•  Cannot  make  a  profit 
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Data  Center  Batch  Services 


•  In  NYC,  MAXIMUM  is  $20,000  per  month  from  10-20 
customers. 

•  Significantly  less  in  the  GMISCA  Data  Center 

CITIES. 

•  25z  in  startup  at  any  one  time. 

•  Geographical  proximity  is  important. 

•  Brokers  left  the  Midwest  5  years  ago. 

•  nyc  brokers  not  enthusiastic  about  serving  midwest 

AREA. 


•  Shrinking.    3X  market  decline  in  *82-'83.  (INPUT 

DATA) 

•  Inroads  by  P.C's  and  falling  price  per  MIP. 

•  Market  moving  toward  smaller  customers. 

•  Best  business  in  recessionary  times. 


•  Mainly  with  in-house  systems. 

•  IBM-based  segment  active  but  very  competitive. 

•  Discounts  to  get  long-term  (one  year  on  up)  and 
high  volume  ($1000/m0.)  contracts. 


•  Little  off-peak  demand. 

•  High  customer  turnover. 

•  Customers  nearby  (within  50  miles),  and  need 
service  for  development  projects  or  prepare  for 
upcoming  hardware  delivery. 

•  Customers  sensitive  to  level  of  service  and  price 

•  Segmented  by  software  and  hardware  types. 

•  Many  customers  are  first-time  computer  users. 

•  First  6  weeks  are  break-in  period. 
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Data  Center  Batch  Services 
description: 

a  service  whereby  the  customer  is  provided  with  an  rje 
station  off  our  mainframe  and  the  customer  utilizes 
our  processing  capacity. 

recommendation:  uol  a  viable  outside  business. 

REASONS:  ■  - 

•  Insufficient  demand. 

•  Small  profits. 

•  Shrinking  demand  (3X  loss  last  year). 

•  High  customer  turnover,  small  volume  per  customer. 


1^:3  OP 
8/2/83 


Slide  32 


PRODUCT/SERVICE  EVALUATION 


NEW  OPPORTUNITY  -  SUPPLIER  NETWORK 

Competition       •  AIAG  activity  with  other  vendors 

-  GE,  ADP,  MAI.  Supply  Technology 

•  Current  products  available  to  support  supplier 
operations 

-  Xerox,  Martin  Marietta.  MAI  Basic  Four,  Cincom 

External  market 

research  •  Bauermeister  approaching  divisions  with  a  micro  to 

MICRO  communication  SOLUTION  FOR  SHIP  NOTIFICATIONS 

-  Micro  would  have  to  provide  some  business 
functions  to  supplier  such  as  print  packing  slip  and 
automatically  send  ship  notifications  to  each  plant. 

-  Micro  at  plant  would  have  to  receive  and  be 
compatible  with  plant  systems  such  as  a  3270  device 

-  gmisca  assisted  bauermeister  in  specifications  of 

hardware  device  (specs  were  very  preliminary)  but 
most  of  the  work  was  done  b y  baue rme i ste r  using 
Executive  Work  Station  as  a  model 


GMISCA  FIT         •  Good  fit  would  utilize  existing  technical  expertise 

•  Matches  to  GMISCA  technical/operational  strength 

•  Corporate  requirement  for  suppliers  to  use  computer 
to  computer  communications  would  not  require  marketing 
skills  since  this  would  be  a  captive  customer 

perceived  goals  •  no  problem  separating  internally  focused  resources 

from  externally  focused  resources 
'  Direct  GMISCA  exposure  to  outside  marketplace 

•  Direct  impact  on  GMISCA  credibility 

•  Positions  GMISCA  to  market  a  product  to  non-GM 

suppliers  based  on  results  of  AIAG  ACTIVITIES 

•  Medium  risk  -  good  match  with  GMISCA  strengths  but 

COMPETITION  IS  STRONG  AND  TIMING  IS  IMPORTANT 

Recommendation    •  Start  working  with  Bauermeister  in  order  for  GMISCA 

to  obtain  rights  to  distribute  and  support 

•  look  at  altos  as  a  joint  venture  partner 

-  GMISCA/Materials  Management  offers  potential 
customer  base  as  well  as  software  support 

-  Partner  offers  hardware  expertise  and  potential  to 
manufacture  to  gmisca's  specifications 

-  Was  ALTOS  right  choice  for  future? 
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NEW  OPPORTUNITY  -  GM  SUPPLIER  NETVJQRK 


description: 

Materials  Management  has  selected  a  hardware  vendor, 
ALTOS.  FOR  A  PILOT  involving  Chevrolet  and  GMAD  to 

DEVELOP  software  NECESSARY  TO  COMMUNICATE  PART 

shipping  information  for  the  gm  "just  in  time" 
inventory  concept.  chevrolet  will  write  the  software 
for  online  shipping  in  a  stand  alone  environment  while 
Materials  Management  will  write  the  software  to 
interface  with  divisional  online  systems.  the 
opportunity  is  to  market  this  hardware  and  software  to 
gm  suppliers  as  well  as  non-gm  suppliers. 


RECOMMENDATIONS:  li  A  VIABLE  OUTaiDE  BUSINESS 

•  APPROACH:      -  Work  with  Materials  Management  to 

ASSIST  WITH  hardware/software  SOLUTION 

-  Look  for  joint  venture  partner:  Altos 

•  Timing  -  Start  now 


REASONS: 

•  Identified  demand  -  20.000  GM  suppliers 

•  Strong  match  to  GMISCA  strengths 

•  Little  marketing  required  -  GM  influence 

•  Positions  for  future  opportunity  with  non-GM 
suppliers 

•  gmisca  could  offer  distribution.  support,  training 


CAVEATS: 

•  Altos  hardware  may  not  be  right  choice 

•  GMISCA's  PLACE  IN  opportunity  fading 

•  Ongoing  progress  of  Materials  Management  project 
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GMRP  NATIONAL  DICTIONARY  -  SERVICE 


description:  . 

Currently  a  replacement  to  the  supplier  information 
data  base  is  being  rewritten  which  will  provide  for 
online  access  to  supplier  data  for  gm  purchasing.  the 
aiag  has  recently  awarded  a  bid  to  adp  to  perform  a 
similar  service  for  the  auto  industry  known  as 
supplier  common  coding.  the  opportunity  is  to  offer  gm 
developed  software  to  adp  as  a  joint  venture  proposal. 


RECOMMENDATION:  IS  A  VIABLE  OUTSIDE  BUSINESS 


•  Approach  -  joint  venture  with  ADP 

-  ADP  WON  BID  for  AIAG  SUPPLIER  COMMON  CODING 

-  Offer  ADP  dictionary  software  and  network 

SHARING? 

-  ADP  ONLY  POSSIBLE  PARTNER 


•  TIMING  -  MUST  ACT  NOW 


REASONS: 

•  STRONG  MATCH  TO  GMISCA  STRENGTH 

•  Complements  new  opportunity  -  supplier  network 
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Data  Center  Printing/Fiche  Services 


Cost/Revenue  Structure  for  COMMODITY  SERVICES 

6MISCA  CANNOT  compete  due  to  high  costs. 

Assumes  no  headcount  increase  &  shows  no  marketing 

COSTS. 


Item 

FiCHE  -  original 

FiCHE  -  COPY 

laser  page  printed 


Fully  Loaded  Costs 
$1.15 
.02 
.043 


Lowest  Mkt  Price 
Sl.ioi 

.08' 

.03* 


'Heavy  discounting  (30-MOX)  is  a  characteristic  of  this  marketplace. 
Prices  as  low  as  70^/fiche  are  known  for  large  volume  accounts. 


Cost/Revenue  for  UNIQUE  Services  (one  data  center) 


(Assumes 
Item 

Possible  Price/Fiche 
Variable  costs 

supplies  .25 

MKT  &  sales  .50 

DELIVERY  .15 
ADMIN  .25 
TOTAL 

Contribution 
Fixed  Costs/mo 

EOPT  DEPR  $3200 
1  HEAD  3700 

lo:^  o.H.    ^  600 

TOTAL  f7500 

Breakeven  vol  (fiche) 
■Volume  Analysis  at  $2  Price 


1  HEADCOUNT  AND  "ADD 'L  EOPT) 


$2.50 


$2.00 


$1.50 


$1.10 


1.15 


1.15 


1.15 


1.35 


.85 


1.15 


.35 


(.05) 


5,600/MO    8.800/MO     21.500/MO  N/A 


Fiche  Count 
Sales 

Var.  costs 
Fixed  costs 
Net  Income/mo 

Net  Income/yr/data  center 
Net  Income/yr/3  centers 


MAX 


20.000/MO 

$M0.000 
23,000 

9: 588 


im.ooo 

3M2.000 


LIKELY 

12,000/MO 

$2q.ooo 

13.800 

-m 

32, MOO 
97,200 


breakeven 

8,800/MO 

$17,600 
10,120 
7,500 
^) 

(240) 
(720) 
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Network  Resale 


•  Many  new  entrants  into  market  in  next  2  years. 

•  Most  resellers  underestimate  demand  and  not 
prepared 

•  Some  say  short  term  (3  yr)  opportunity^  Bell 
retaliation. 

•  Commodity  service,  highly  price  elastic. 

•  Most  large  cities  already  penetratedj  2nd  tier 
cities  represent  best  current  opportunities. 

•  Flat  rate  transmission  facilities  are  key  to 
profitability. 

•  Very  volatile  regulatory  environment. 

•  NOW:  Bell,  MCI,  SPC,  other  resellers  and  common 
carriers 

•  Future!  In  addition  to  the  above,  other  companies 
reselling  private  networks  and  an  increasing  number  of 

PUBLIC  resellers. 

•  Reasonable  satisfaction  with  existing  voice 
network. 

•  Very  GOOD. 

•  Maximizes  use  of  the  network 

•  Enhances  the  auto  industry 

•  Gives  us  experience  as  reseller  with  existing 

NETWORK. 

•  Joint  venture  enhances  geographical  coverage  of 

NETWORK 

•  Joint  venture  provides  marketing,  sales,  billing, 

ETC. 

•  Basis  of  strategy  to  resell  digital  network  more 
generally. 

•  Joint  venture  could  lead  to  GM-only  venture  w/  new 

NETWORK. 

•  Watch  regulatory  changes  closely 

•  Prepare  to  enter  market,  but  let  final  decision 

REST  ON  regulatory  ENVIRONMENT  AND  COST  MODELING 

•  Seek  out  a  joint  venture  partner 

COMMON  carrier  OR  RESALE  CARRIER 

gm  is  dominant  partner 

Would  provide  marketing,  sales,  access  mechanisms, 
billing,  customer  service,  and  transmission 
capacity.  in  exchange  for  a  majority  (80z)  of  the 
profits  and  gm's  endorsement  of  the  service  to 
employes,  suppliers  and  dealerships. 
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Network  Resale 

description: 

Re-selling  the  GM  Network  to  employes,  dealers 
and  suppliers  for  their  long  distance  telephone 

USAGE. 

Recommendations  Is  a  viable  outside  business. 

Seek  out  joint  venture  partner. 
Immediate  action  required. 

REASONS: 

•  Large  profits  (about  $1.300,000/yr). 

•  Maximizes  use  of  network. 

•  Marketplace  timing  ripe. 

•  Can  get  in  before  market  saturated. 

CAVEATS: 

•  Volatile  regulatory  environment  must  be 
closely  monitored. 

•  Updated  cost  model  important. 
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SPATIAL  ANALYSIS  -  PRODUCT 

r 


DESCRIPTION: 

GMISCA  SOFTWARE  WHICH  ALLOWS  UPDATING, 
FORECASTING  AND  STORING  OF  DEMOGRAPHIC 
INFORMATION  USED  TO  DISPLAY  ON  A  MAP  FOR  VISUAL 
PRESENTATION.  A  FUTURE  PRODUCT  BEING  DEVELOPED  IS 
A  WORKSTATION  TO  REPLACE  THE  CURRENT  SERVICE 
PROVIDED  BY  GMISCA  AND  ALLOW  USERS  TO  PRODUCE 
THEIR  OWN  MAPS  FROM  DEMOGRAPHIC  DATA. 


RECOMMENDATION:  IS  A  VIABLE  OUTSIDE  BUSINESS 


REASONS: 

•  Unique  product  features 

•  Licensing  arrangement  is  a  possibility 

•  Workstation  is  future  potential  product  for  a 

LICENSE  arrangement 


CAUTION: 

•  License  agreement  with  ex-GM  employes 

•  Need  more  market  research,  especially 
discussions  with  Urban  Sciences,  Inc. 
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NOPIC  -  PRODUCT 


description: 

Software  that  provides  purchasing  and 
inventory  control  functions  for  non-product 

ITEMS.  . 


RECOMMENDATION:  IS  A  VIABLE  OUTSIDE  BUSINESS. 


REASONS: 


•  Makes  a  profit  of  around  $400,000/yr  for 
gm  by  year  3. 


•  Market  research  shows  unfilled  demand. 


•  Competitors  have  not  penetrated  this 

AREA. 


•  Market  is  high  growth  area  where  GM  has 

STRONG  experience. 


•  Licensing  arrangement  a  possibility. 
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Ongoing  costs 


•  Zero.    Depends  on  licensing  arrangement. 


Cost/Revenue  model" 


Assumes  GM  gets  a  ISl  royalty 

WE  CAN  SELL  TO  201  OF  EMBEDDED  CUSTOMER  BASE 
PRICE  IS  $3000  DOWN  AND  $M50  (15X)  PER  YEAR 
SUPPORT  &  ENHANCEMENTS  HANDLED  BY  LICENSEE 


OUST.  BASE 


YEAR  1 
68 


YEAR  2 
238 


YEAR  3 

477 


YEAR  H 

579 


YEAR  5 

681 


GROSS  REVENUE 
SALES 
MAINT 
TOTAL 

gm  revenue 
expenses 
Net  Income 


20M.000 

 Q 

20M.000 

30,600 
15.000 
15.600 


510.000 
30.600 
540.600 

80.100 

 Q 

80.100 


717.000 
107.100 
824.100 

123.000 

 Q 

123.000 


306,000 
214.650 

520,650 

78,100 

 Q 

78.100 


306.000 
260.550 

566.550 

85.000 

 Q 

85.000 


Prep  cost 


$15,000,  4  MM  TO  PREP  THE  RACF  interface  &  AN  install  pkg 
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External  market 
research 


GMNET  -  PRODUCT 


•  Target  companies  were  financial  institutions 

•  All  .except  one.  were  looking  for  an  alternative 
to  their  present  bulk  data  transfer  packages 

-  sna  interface 

-  Security 

-  Error  detection/correction 

-  Retransmission  capability 

-  Usage  statistics 

-  Logging 

-  Traditional  store  and  forward 

•  Two-thirds  aware  of  the  IBM  announcement  and  are 

WAITING  UNTIL  PACKAGE  IS  RELEASED  TO  MAKE  EVALUATION 
AND  DECISION 


Internal 
customers 


GMISCA  FIT 


Perceived  goals 


Recommendation 


60  CPU's  installed  at  MO  6M  sites 
Satisfied  with  current  product 

Were  not  aware  of  any  competitive  packages  similar 
TO  GMNET 

Good  would  utilize  existing  software  already 
developed 

Matches  to  GMISCA  technical  strength 

Minimal  ongoing  GMISCA  involvement-  low  resources 

License  agreement  addresses  GMISCA's  lack  of 
outside  marketing  experience 


No  PROBLEM  SEPARATING  INTERNALLY  FOCUSED  RESOURCES 
FROM  EXTERNALLY  FOCUSED  RESOURCES 

Little  direct  GMISCA  exposure  to  outside 

MARKETPLACE 

Little  impact  on  GMISCA  credibility 

Low  RISK  -  SMALL  INVESTMENT 

Start  search  for  a  software  company  to  market  GMNET 

POSSIBLE  companies  TO  LOOK  AT:  SYNCSORT, 

COMPUWARE,  SKK  AND  UCC 

Partner  responsible  to  provide  marketing  and 
support  for  product 
Final  license  agreement  would  be  based  on  new  IBM 

BULK  DATA  PACKAGE 
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GMNET  -  PRODUCT 


DESCRIPTION: 

GMISCA  SOFTWARE  PRODUCT  WHICH  PROVIDES  BULK  DATA 
COMMUNICATONS  BETWEEN  IBM  MAINFRAMES.  OPPORTUNITY 
IS  TO  SELL  THE  SOFTWARE  PRODUCT  TO  OUTSIDE 
COMPANIES  IN  NEED  OF  BULK  DATA  PACKAGE  . 


recommendation:  li  a  viable  outside  business 

•  Approach  -  license  arrangement  with  third 

PARTY 

•  Timing  -  start  iiow  searching  for  software 
company  to  markett5hnet 

•  Potential  companies:  Syncsort,  Compuware. 
skk.  ucc  and  others 

•  Caution  -  Must  be  ready  when  IBM  product 
introduced  early  84' 


REASONS: 

•  Small  investment 

•  Low  risk  with  license  arrangement 

•  Identified  demand 

•  Good  match  with  GMISCA  strength 

•  Builds  to  profit  of  $75,000/yr  by  year  four 
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PRODUCTS  AND  SERVICES  BY  RECQMMFNDATIQN  GROUPS 

GROUP  ONE  -  CAN  ENTER  MARKET  IMMEDIATELY 

•  GMNET  SOFTWARE 

•  GOTCHA  SOFTWARE 

•  SPATIAL  ANALYSIS  SOFTWARE 

•  NETWORK  RESALE 

•  MICROFICHE  SERVICES 

•  6MRP  DICTIONARY 

•  NEW  OPPORTUNITY  -  GM  SUPPLIER  NETWORK 

GROUP  TWO  -  PREPARE  NQW  FOR  MARKET  ENTRY  WITHIN  6  MONTHS 

•  NOPIC  SOFTWARE 

•  SPATIAL  ANALYSIS  WORK  STATION 

GROUP  THREE  -  NOT  ACCEPTABLE  FOR  OUTSIDE  MARKET 

•  DATA  CENTER  BATCH  SERVICES 

•  TIMESHARING 

•  PRINTING  SERVICES 

•  ELECTRONIC  MAIL  SERVICES/SOFTWARE 
.  TRACS  SERVICES/SOFTWARE  . 

.  COSMOS  SERVICES/SOFTWARE 

.  PSIC  SOFTWARE 

IMSOP 
8/2/83 
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SHOULD  6MISCA  ENTER  THE  COMPUTER  SERVICE  INDUSTRY  ? 

•  STRATEGY 

-  Address  capability  requirements  by  type  of  entry 

•  License  agreement 

•  Joint  venture 

.  Separate  entity 

-  Pursued  recommendations  simultaneously 

•  Maximize  chance  of  success 

•  Expect  SOI  or  less  will  have  significant 

MARKET  ACCEPTANCE 

•  LICENSING  ARRANGEMENTS  CARRY  LITTLE  FINANCIAL 
RISK 

•  Timing  important;  immediate  action  required 

•  Role  of  New  York  Treasurer's  Office 

-  Advise  study  team 

-  Review  recommendations 


IMSOP 
8/2/83 
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AGENDA 


QUESTION  OF  ENTRY  INTO  COMPUTER  SERVICES  MARKET 

REVIEW  OF  PRODUCTS/SERVICES  WHICH  WERE  MARKET  RESEARCHED 

-  Recommendation  groups 

-  Types  of  entry 

-  Evaluations 

-  Financial  summary 

ACTION  PLAN 

-  Organizational  development 

-  Time  critical  events 

-  Next  steps 

AGREEMENT 
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